RŮŽIČKOVÁ, K., KOLMANOVÁ, J., LOUPOVÁ, M.: Determinants of the company value. Acta univ. agric. et silvic. Mendel. Brun., 2011, LIX, No. 2, pp. 251-256 Today, there are many conceptions involving creation of the company value, as it is the main objective for the owners. However, there are still many companies interested primarily in the diff erent company's objectives and enhance its competitive position diff erently. The aim of the paper is to present and analyze the viewpoints of Czech and foreign specialists on the issue of company value creation. The paper provides the determination of factors positively infl uencing the company value, the description of their characteristics, and on the basis of a detailed academic discussion proposes conclusions. Attention is paid especially to the value drivers which are not recorded in the fi nancial documents. The introduction of the paper gives a brief overview of the topic. The paper is divided into three main parts. The fi rst part introduces the eff ective cost management. It clarifi es the concept of the managerial accounting and explains its contribution to the creation of the company value. The second part deals with the external relationships of the company. It focuses on the buyer-supplier relationships and off ers the detailed perspective on the specifi c issue of the agricultural companies and their competitiveness in relation to the land leases. The third part concentrates on the internal company environment, namely on the human capital potential and its eff ects on the value of the company. In the concluding part, the fi ndings are summarized. Based on the results, the fi gure describing the determinants and generators of the company value is formed. This fi gure can be considered a systematic procedure how to create a company value. All fi ndings are supported with the literature review e.g. Armstrong (2007), Fibírová and Šoljaková (2005) , Marinič (2008) , Petřík (2007) and Porter (2004). Within the paper elaboration, the analysis and synthesis as scientifi c methods were used for explanation of the experts' points of view and then summed up as the partial and fi nal results. The logical-systematic method was employed for clarifi cation of the initial conditions, context illustration, partial outcomes creation and deduction of the final results.
buyer-supplier relationships, cost management, human capital, value of the company In the past times of industrial revolution, traditional assets such cash, fi nancial capital, property, plants and equipment established the wealth of a company. This conception has its own loopholes; therefore, inevitably, any shi towards the modern conceptions needs to be done. Today, when the economic crisis is slowly fading, many companies try to economise as eff ective as possible to remain viable and stand up to the competition. As far as the profi t-oriented companies are concerned, the goal is to make money or create value for the owners. The company management, owners or investors advanced their interests in the company position improvement and hence create the company value. They may come up with objectives like maximize sales, minimize costs or maximize profi ts. However, these aims are rather indefi nite so we concentrate on the more precise delineation of the company value determinants.
Supposing the disparity between the book value and the market value, we are trying to identify key generators of the company value, which are not recog nized by the fi nancial documents. This is because of specifi c reasons rooted deep in the historical context of each accounting system. However, in this article, we focus on three important factors posi tively infl uencing the company value and their characteristics. Those factors are eff ective cost management, long-term buyer-supplier relationships and the potential of human capital in companies of today. The objectives of this article are presentation and examination of the viewpoints of Czech and foreign specialists on the issue of company value creation through aforementioned factors and fi nd the connections and relations with the company value creation.
METHODS AND RESOURCES
Within the article elaboration, several scientifi c methods are used for explanation of the viewpoints of experts and for summarization of the partial and fi nal results, namely the analysis and synthesis. Besides those two main methods, the logical-systematic method is employed for clarifi cation of the initial conditions, illustration of the context, creation of the partial outcomes and fi nal results deduction. The emphasis is laid on the secondary data from domestic sources, which are compared with the conception of these issues abroad. All fi ndings are supported with the literature review of domestic and foreign resources, e.g. Armstrong (2007) , Fibírová and Šoljaková (2005) , Marinič (2008) , Petřík (2007) and Porter (2004) . Up-to-date information is based on latest articles from economic and management journals.
RESULTS
The objective of this article is to present and examine the experts' perspectives on the issue of company value creation through the factors not mentioned in the fi nancial documents. Firstly, we identify three determinants, eff ective and accurate cost management, long term buyer-supplier relationships and human capital with its potential in the company. Secondly, we detect the relations to the company objectives, such as profi t maximizing, cost minimizing, avoiding bankruptcy or beating the competition. Thirdly, we assign the variables describing the eff ects of aforementioned factors to the company value creation. Finally, we design the fi gure (fi gure 1) illustrating the possible determinants and generators of the company value.
DISCUSSION
The most powerful tool for company value creation is the company itself. Companies can multiply the eff ort of one person and enable the collective performance of more people. The company increases in value by generating the value for its environment. Only a company with the most eff ective deployment of resources has the highest value. Following paragraphs are focused on the individual factors positively infl uencing the company value, however, not mentioned in the fi nancial documents.
Eff ective cost management
In the business economics, costs are invested resources which accompany almost all business activities. Therefore, any measurement, monitoring, planning and management of costs need nowadays sophisticated tools and procedures, which should be useful for the management decision making (Popesko, 2009 ). Popesko (2009) points out that development of any modern cost management methods is inevitably connected with the development of IT/IS. His statement cannot be overlooked especially today, when the pressure is exerted on the eff ective and intelligent using of resources. And similarly Neumaierová (2005) states that today's economic environment which is based on the management of changes; the promptness is becoming a new economic discipline. Any decision should be hence supported with the information and IT/IS in the companies are becoming an obvious competitive advantage.
The substance of the cost management recorded in the cost accounting is the collecting of the business processes information transforming business inputs into the business results (Hradecký, 2008) and regular checks procurement for management decision-making (Synek, 2007) . Therefore, cost management is of great importance and should be in a centre of the interests of companies.
The world's prosperity decline has lead to the reduction of turnover and sales, regardless of the branch of the companies. In the background of increasing market internationalization and reducing the product life cycles, the medium-sized enterprises are facing tough competition. Therefore, the business policies need to be adapted quickly to the new conditions. Moreover, the importance of cost management is rising among the other management challenges (Rpic-ekonomservis, 2010) . The results in the businesses based on the eff ective cost management are higher resistance on the market risks 1: Determinants of the company value and market volatility. However, the cost management consists not only of costs reduction, but continual, long-term strategic management of all costs in the business, in other words, the strategic cost management.
Nevertheless, being profi table company does not mean being economical. The system of costs and revenues reporting can make the business economy more visible. Based on this, the relevant person in the company can distinguish the profi table and unprofi table sections of the company, the eff ectiveness of the measures, the economical usage of the company potential and milestones for the further development. All these factors form the foundation for the targeted cost management (Rpic-ekonomservis, 2010). Monitoring both costs and revenues is the clue for the future success of the company.
However, the road from the cost reporting to the strategic cost management is long and it takes a long time to being implemented. Fibírová and Šoljaková (2005) see the key not only in the managing the costs in general, but also in the managing the main profi table activity of the company and monitor its capital demands.
The necessity of the cost management and monitoring is inseparably connected with the business itself. Any company properly managing the costs enhances its competitiveness and simultaneously creates its value.
Buyer-supplier relationships
M.E. Porter (1994) describes the characteristics of the competitive advantage which is refl ected in the company value variously, in essence. However, it is not a rule being recorded in the fi nancial documents and having a positive infl uence on the company value at the same time. Nevertheless, the buyersupplier relationships can represent one of such an advantage. A company, in any branch, should give up considering its suppliers and buyers as rivals, but quite the contrary. The company management should focus on the strengthening their mutual relationships with those suppliers and buyers. It is the quality of the inputs what matters most in the process of satisfying the customers' needs, and this quality is directly related to the quality of the relationships with the suppliers. Although it may seem paradoxically, Nenadál (2006) states that "even though the competitive environment worldwide is getting tougher, more and more organizations regardless the branch and the size fi nd their competitive advantages also in the strengthening the mutual cooperation with their suppliers".
The industry structure has a signifi cant infl uence on the determination of the game rules within an industry. Due to the fact that agriculture constitutes such an industry, where the game rules are set appreciably by the weather which cannot be infl uenced, it is important to focus on the aspects which can be infl uenced and which can create the advantage from the point of competitiveness (Greer, 2005) . In this context, the farmers should reinforce and form the long-term relationships with their suppliers. Taking into account the practical purposes, the diffi culties which have an impact on the farmer's competitiveness and hence his/her company value are caused by the lease contracts of the agricultural land used by the farmer for his produce growing. Therefore, if a farmer considers buying an agribusiness, much higher valued would be the company with lease contracts agreed for 10 years then the company with contracts only for 2 years. The lessor has no obligation to renew the contract a er those two years and in this case the farmer would lack the basic input for production: the farmland. Another fact which should not be underestimated is the price of the farmland. Compared to the prices of the farmland in the western European countries, the Czech farmland is cheaper, for example, the prices in France are three times higher (Point info international, 2010), and the same when considering the lease contracts (Mediafax, 2010) . Taking into account the possibility of the purchase of the farmland by the farmers from other EU member states, it could be deduced that the interests in the Czech farmland will be growing in the following years. This fact may infl uence the prices of the farmland and also the prices of the lease contracts (because the higher the demand, the higher the price). Simultaneously, the frequency of the new landowners will grow, too. The question remains what are the plans of those new landowners.
A company may benefi t from the long term relationships with its suppliers, as those relationships can bring a certain level of stability in the business. Any change in the external conditions does not necessarily have a direct impact on the company itself. Strengthening the relationships in the long term may hence create some kind of protection.
Human capital
In order to outline the places where the company value is created, we defi nitely should mention the people in the organizations. Human capital provides companies the opportunity for future growth, not only due to the irreplaceable role of people in the organizations, but also their knowledge. This intellectual capital may be the answer for the gap between the book and market value, because it is not recorded in the fi nancial documents as it is part of internal structure and individual competence (Sveiby, 1998) . Stewart (1998) states: "In the new economy, intellectual capital not natural resources, machinery or even fi nancial capital has become the one indispensable asset of corporations." However, the process of company value creation is comprised of assets in the form of the company inputs (Marinič, 2008) . Generally speaking, simultaneous increasing of sales and reducing the costs leads to the eff ective employment of company assets. Consequently, based on this effi ciency, a company may increase in value.
From the company management point of view, competent managers constitute a key resource in the company; moreover, they may be a promise of the eff ective deployment of the company resources. Through this management, company value can be increased indirectly, by increasing the factors which infl uences the value; customers are approached and turnover and profi tability may be enhanced. According to Porter, the above average profi tability of the company in the long-term generates the sustainable competitive advantage (Porter, 2004) . Based on that, the company gains the competitive advantage only if stands up to the competition, for example by competent management. These facts have the crucial impact on the company value creation (Armstrong, 2007; Marinič, 2008) .
Methods and procedures creating the core competences of the company management can determine the company competitiveness and performance of the company (Armstrong, 2007) . The potential of the human capital is measured diff erently from the other company assets. These calculations are not based on the fi nancial documents, because the common accounting cannot measure the value of intellectual capital (Stewart, 1998) . However, there are still few ways how to measure the human capital, for example, as a percentage of the cost wages, a percentage of the satisfi ed key employees, a percentage of loyal employees or a percentage of managers remained in the company compared to the previous year (Palán, 2008) . Nevertheless, people in the company are rather then variable costs company wealth, company asset (Beer et al., 1984) . Fact that the human capital represents the source of competitive advantage (Legge, 1995; Armstrong and Baron, 2002 ) is evident, but its importance is exceptional. However, the legal code does not refl ect this fact (Svačina, 2010) . Nevertheless, the positive relation between human capital management and company performance is still the objective of many scientifi c and academic researches (Heiens, Leach and McGrath, 2007; Ittner, 2008) . For example, one of the researches confi rms a positive linkage among company reputation, company culture and fi nancial performance of the companies (Flatt and Kowalczyk, 2008 ).
SUMMARY
The paper provided the determination of factors positively infl uencing the company value, the description of their characteristics, and on the basis of a detailed academic discussion proposed conclusions. Attention was paid especially to the value drivers which are not recorded in the fi nancial documents. Those factors are eff ective cost management, long-term buyer-supplier relationships and the potential of human capital in companies of today. All fi ndings were supported with the literature review of domestic and foreign resources and the stress was laid on the secondary data from domestic sources, which were compared with the conception of these issues abroad. Within the article elaboration, we used scientifi c methods as analysis and synthesis for explanation of the viewpoints of experts and for summarization of the partial and fi nal results. Moreover, the logical-systematic method was employed for the clarifi cation of the initial conditions, illustration of the context, creation of the partial outcomes and deduction of the fi nal results. The detection of the relations to the aforementioned factors with the company objectives served as a basis for the fi nal results; the assigning the variables to the company value creation.
